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The key way to see 
how the market 

shapes up 
strategically. 

Ready to use as 23 
Powerpoint slides 
which you can cut 

& paste as 
required. 



Market Maps 
Contents: 
The Supplier’s View: Who’s Who 

- Over 70 suppliers – summarised by name, brand and service 

The Private Practices’ View 

- Suppliers by claimed user base among: 

- Overview 

- Top Firms 

- Mid-Market 

- High Street 

Market Maps: Financial Character 

- The Current Position 

- The Large Suppliers 

- The In-company Players 

- The Historic Position 1995/2000  

- Consolidation 2005+ 

- The Future 2015 

Financial Character: So What? 

Brands Collage 
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Who’s Who – all 
the key suppliers 

summarised 

Market maps 
summarise the 

market structure 
and key players 

over the long 
term 

Market 
penetration 

statistics mapped 

 
- Over 70 

companies 
mapped 

- 23 slides 
- 7 private 

practice 
sectors 
detailed 

- 8 detailed 
Market Maps 

- Market 
leaders 

- The market 
map for 2015 

- 5 strategic 
lessons 

- Sources 
 



The Suppliers’ View: Who’s Who 

There are over 70 firms offering specialist practice, case, matter and 
document management services to UK lawyers in private practice, 
government and industry. The choice is still bewildering. 

 

Big firms serving small firms and small firms serving big firms – the way 
of the world in legal technology service supply. High profile 
consolidations have still not conferred a dominant position to anyone. 

 

Related technology markets include: enterprise software (SAP/Oracle); 
knowledge/content management (Autonomy); business 
process/intelligence; cost recovery; contract management; property 
services; accountancy firm solutions; deal rooms; credit reporting/KYC; 
growth comes from when lawyers have to design it for themselves…  

 

The mid-market for private practices may look like a curate’s egg, but 
the opportunities in commerce and industry are significant. 
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The market’s definition is 
explained and related markets  

and boundaries explained. 
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Company/Web Brands/Subsidiaries

Description                                                                                                                   

............................................................................................  

Note: Where a firm advertises a specialism or 

functionality we have highlighted them here; not 

having a tick in the box does not mean they do not 

do it - it may just mean that to them it is old hat - to 

find more - go see their web site.
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Aderant Novient Formerly CMS and Solution 6; No 2 in practice 

management for the largest firms.

P P P P P P

Anya Legal Technology iLaw Case Management; iLaw Create; 

iLaw Professional; iLaw Accounts; 

iLawGradFees; iLaw Advocate

Case management specialist with l itigation bias P P P P P P

APS Billback A practice management specialist for accountants 

with strong Australian roots pitching for their 

share of the top of the mid-market in the UK

P P P P

Bar Squared Lex Chambers Management; Edict 

Diary Management
A Bar and chambers practie managemnet specialist 

doing rather well with solicitors as well.

P P P P P P P P

BHIS PC Share register
Rival to ICSA and Jordans in company secretary 

and companies house fi l ing solutions.

P P P P

Briefclick
A web development based legal specialist with a 

growing range of matter and other modules.

P P P P

Business Integrity Contract Express; Contract Express 

Dealbuilder; Contract Express for 

Sharepoint

A contract management specialist with genuine 

legal insight and appeal for larger IHL teams as 

well as private practice.

P P P

CBitSoft CaseQuote; CaseMan; CaseTrack; 

Case Collect; CaseQuote-Online
Smaller web developer with specifically developed 

modules for coveyancing quotation and case 

management.

P P

Civica Civica Legal Solutions; Civica 

Pathway; Civica Icon

A division of a £75m sofware development and 

services specialist with strong coverage of public 

sector clients but also some private practice 

clients in eg debt recovery software.

P P P P P P P P P P P P P

Class Legal AtaGlance; @eGlance; Quantum; 

Quantum Pro; Consensus; Capitalise; 

Child's Pay; PLO Pro; Costs Law 

Reports

Family Law specialist in software and tools based 

solutions.

P P P

Cognito & JCS CasMan; Casemanager; Custodiens; 

PracticeManager; Cognito Office; 

Cognito InTouch

A case and practice management specialist focused 

on smaller and high street practices; now merged 

with JCS, best known for its legal ledger solution.

P P P P P P P P P P P P P

JCS: FiLOS legal ledger

ConveyanceLink/Redbrick ConveyanceLink
Conveyancing case management specialist

P P

Courtel Communications Courtserve
Court l istings distribution service

P P

 
 

Suppliers and their key 
brands are summarised  

 
 

An alphabetical 
listing of all the main 

players 

 
The services they 
promote most are 

checklisted 



Small High Street firms: 

IRIS is the largest supplier overall here largely due to 
Alphalaw Esprit but a number of other small firm 
specialists are not far behind, notably Edgebyte, 
Pilgrim, and some case management specialists like 
Class Legal and new entrants like Perfect Software.  

Large High Street & regional firms: 
IRIS’ chosen sector – the mid market is where 
they have set out their stall with ILE and ILB 
upgrade paths. Strong competition from Tikit’s 
TfB, Lexis’ Axxia and Visualfiles and even DPS 
shows they lead, but not by the margin they 
are used to in the accountancy sector. 

Large and international firms: 
Around 70-75 fee earners equates to the 
top 200-250 firms roughly and these firms 
have their own specialists.  Thomson’s Elite 
leads the way, closely followed by Aderant 
and with Lexis and even Flosuite holding 
credible positions.  
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Pictorial representations of the  
market by client segment are set 

out clearly. 

Key findings for each market sector are summarised. 

 
Everyone claims 
market leading 

positions – where 
they are real – we 
show them in the 

wider market 
context. 



Private Practice User 
Base:  Top Firms 

The battle at the top end of the mid-
market and the bottom of the top market 
is keenly poised. 

 

Services for the very top firms require a 
significantly different business model 
and service ethic – hence different 
players and market leaders. 

 

Technology integration and enterprise 
software compatibilities become critical 
factors with larger firms who take more 
time to service and support. 

 

Critical mass  can be achieved at 1000 
users but credible services appears to be 
c3-5000 users and above. 

 

While CMS/Aderant were distracted new 
entrants such as Flosuite have made 
progress and even matched Lexis’ 
position. Thomson Elite still leads by 
some way, but not against Lexis, who are 
embroiled with IRIS in the  mid-market. 
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Key lessons for 

each market 
sector are set out 

clearly. 
 

Real lessons come 
from real 

competitive 
pressures and 
their relative 

positions.  

Sectors are shown in 
terms of their 
competitive 

intensity. 

Market sector 
penetration 

percentages are 
based on 

external user 
base claims and 

external 
sources such as 

LTi and Law 
Society stats. 



Market Map: Supplier’s Client Size Preferences 

Small firms: 

The yellow bars above show those firms which 
focus on the small practices – there are at least 
11 firms for whom up to 20 users are the 
majority of their business focus. 

Market Segments: 
Law Society reviews focus on the small 
firm segments of up to 5/20/40 users etc.  
The large firms are equally as sensitive 
with the top 4 having especial 
requirements, as well as the top 25/50. 

Large and international firms: 

Less than 10 firms see it as their preserve 
to compete for the business of the top 
250 firms and specialists rarely go below 
the top 50 and very rarely below the top 
100 firms (ie 175-200 fee earners).  

Market Maps: Financial Character 

 

Size isn’t everything: Market power comes from investment capability 
effectively and consistently deployed. Big players should have an 
advantage, but it is often the better shots that win. 

 

Financial results cover more than 2 or even 3 business cycles: Long term 
profitability and long term annual compound growth rates show the 
financial character of these businesses better than any net asset ratio. 
Each firm is plotted according to performance since 1995. 

 

Competitive intensity remains high: The maps show the competitive 
intensity in the market as much as the position of individual players. 
Market structures change over time, not just through M&A activity. New 
entrants, substitutes, etc all play a part. 

 

Market structure can determine pricing, profitability and development 
pace more effectively than any innovators ambition. 
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Market Maps consolidate an enormous amount of competitor financial 
data and intelligence into one simple chart. 



Market Map: The Current Position 
Even allowing for recent consolidation 
efforts – the market remains very 
fragmented. 

 

Profit generated by 2 large players 
suggests a duopoly could emerge, but 
there are two or three serious 
challengers to the large profit players. 

 

Entry barriers are high – especially in 
the top end of the private practice 
market where development and 
service costs take time to build 
credibility. 

 

Tikit and IRIS should have the 
investment capacity to outstrip the 
rest; but Thomson, Eclipse and even 
ICSA may disagree. 

 

No clear market leader has yet been 
able to exercise dominant market 
power; 2 can try – 5 can aspire. 
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Overall 

Market Maps 
for sales and 
profitability 
per supplier 

show market 
structure.  

 
Maps plot 
long term 

growth and 
long term 

profitability 
to show a 
company’s 

core 
character. 



Market Map: Consolidation 

Lexis characteristically took a 
few well targeted pitches at 
larger established players. 

 

Tikit defended and reinforced 
their main position with a 
shrewd move into mid-
market case & practice 
management with TfB. 

 

CS/IRIS should have done 
enough to build a lead in 
the mid-market, but they 
have stronger competitors 
here than in accountancy. 

 

New and rejuvenated 
suppliers in the market 
serving top firms are 
challenging Elite. 

CS Group/IRIS bought MSS-
Alphalaw, AIM/Teamflow, 
Laserform, Opsis, Mountain 
and Videss… for a 15% 
share. 

 

Consolidation opportunities 
remain with DPS and 
Access/Cheshire joining 
forces recently. 

 

 

Acquisitions from 2005

CS Group/IRIS

Tikit/TfB

Lexis/VisualFiles/Axxia

DPS Access

-50%

-40%

-30%

-20%

-10%

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

100%

-20% -10% 0% 10% 20% 30% 40% 50%

Lo
n

g 
Te

rm
 G

ro
w

th
 R

at
e

  

Long Term Profitability 
© RBPLtd 2010  

 Market MAP: Consolidation Through M&A since 2005 
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Specific Market 

Maps show 
strategic realities 
behind the hype. 

 
An independent and experienced review of M&A realities 

tells it like it is  
– not how vested interests would like it to be seen. 



Legal Tech  –   Busy Isn’t It? 

http://www.firmex.com/
http://about.bloomberg.com/professional/index.html
http://www.achilles.com/en/
http://www.adviserplus.com/services/businessservices.asp
http://www.lawsociety.org.uk/
http://www.college-of-law.co.uk/
http://www.bpp.com/
http://www.accesslegal.co.uk/default.aspx
http://www.sweetandmaxwell.co.uk/default.aspx?
http://www.digita.com/pro
http://www.ldc.co.uk/default.asp
http://www.lexisnexis.co.uk/
http://www.wolterskluwer.com/WK/
http://www.cch.co.uk/croner/jsp/Link.do?linkName=CCH_home&BV_UseBVCookie=yes
http://www.business-integrity.com/index.html
http://www.lawsociety.org.uk/home.law
http://www.lawsociety.org.uk/home.law
http://www.eca-international.com/index.aspx
http://www.onesource.com/
http://uk.practicallaw.com/
http://www.saiglobal.com/
http://www.wilmington.co.uk/
http://www.hotdocs.co.uk/
http://www.classlegal.com/site.aspx?i=pr2
http://eu.wiley.com/
http://www.dpssoftware.co.uk/index.asp
http://www.fwbs.net/Default.aspx
http://www.globebusinesspublishing.com/
http://www.icc.co.uk/default.htm
http://www.oscre.org/
http://www.tracesolutions.co.uk/
http://www.ricsbooks.com/
http://www.nlis.org.uk/typo3conf/ext/macina_banners/pi1/class.tx_macinabanners_launchpage.php?uid=19&link=http://www.searchflow.com/
http://www.aderant.com/
http://www.dmr.co.uk/
http://edgebyte.com/
http://www.interwoven.com/
http://www.norwel.co.uk/site/home/
http://www.perfectsoftware.co.uk/
http://www.pilgrimsystems.com/index.htm
http://www.sdlt.co.uk/index.php
http://www.elite.com/
http://www.ipd.com/
http://www.chambersandpartners.com/
http://www.informaprofessional.com/home
http://www.classlegal.com/site.aspx?i=pr41
http://www.classlegal.com/
http://www.classlegal.com/
http://bglcorp.co.uk/products/cas/introduction
http://www.eclipselegal.co.uk/index.php

